The Elevator Speech 

The Challenge:  Ever have to get a lot of information across in a very short amount of time? People are busy; attention spans are short. By planning ahead, you can give someone just the information they need to understand your project, service, or request.

Writing an Elevator Speech is great when you are:

· Learning something new, and need to be able to explain it to someone else;

· Making your own thoughts clear, to better express yourself to others;

· Describing or explaining a program, a process, a product, an event or request.  

An effective Elevator Speech can be delivered in the time it takes for an average elevator ride (35-60 seconds). The Elevator Speech helps you think about the needs of the person getting your information, and helps you answer journalistic questions (the kind that stories in the newspaper try to answer).

The Journalistic Questions:

Who?

Who provides the service or needs the assistance? Who will be affected by the project? Who needs information and when?

What?

What is the project, service, or request? What are the key elements? What is the first thing someone needs to know?

When?

When is the event, meeting or project? Is it one-time or ongoing? How much pre-planning will need to happen?

Where?

Where will the event, product or service happen? What have been your plans to make this location work for the person you are talking with?

Why?

Why are you trying to do what you are trying to do?

TIP:  See TipSheet #2 about “The Five Whys” to deepen your answers.

How?

How will your idea make a difference? How will it happen? How can someone find out more information?

How well?

How will the success of the idea or service or product be measured? How will your plan change based on what goes well, and where you find opportunities for improvement?


ACTIVITY Pre-write, write, edit, and give an elevator speech.

· Think of a topic you know a lot about, are learning about, or just love to talk about.  

· Go through the questions above and write a speech that gives someone “the essentials” about your topic.  

· Read the speech to yourself and make edits.  

· Then, give the speech to someone else. Ask them what they thought, and how they react. 

ASSESSMENT
· What did the person who heard your speech think? What went well? What is an opportunity to improve it for the next time?

· Ask yourself the following questions:  

· What are 3 things you learned; 

· 2 things you’ll use, and 

· 1 thing you still have a question about?

The Five Whys

To explore the deeper meanings in any assumption, ask the question “why” five times in a row; each new “why” question answers the previous “why” question.

Asking this important question at least five times reveals the deeper reasons or “root causes” under any answer we might give.  You can use this technique to explore deeper meanings, and dig under assumptions, opinions, or actions.

EXAMPLE:

Students aren’t always excited about taking tests, and usually will say they do so because they “have to.”  Here’s an exchange between an older and younger high school student trying to dig deeper into why a test might be required.

1.
Q:  Why do you think you have to take the test?

A:  To show that I’ve learned the skills.

2. 
Q:  And why do you need to show you know the skills?

A:  So I can get a job.

3.
Q:  And why do you think it’s important to have a job?

A:  So I can take care of myself and my family.

4.
Q:  And why is that important?

A:  So someone else doesn’t have to take care of me.

5. 
Q:  And why does that matter?

A:  Because I want to live where everyone does their own part, and can take care of themselves and help others.

Try it out!  Let an adult know you’d like to have a conversation, and warn them that you’ll be asking a lot of questions.  Start by asking “What do you do?,” and then begin asking “the five whys.”  You’ll both learn a lot about why their work is so important to them.

HINTS:  

· You can do “the five whys” in pairs or as a group.  In pairs, each person answers the five whys.  In a group, one person can answer one question, and another person might answer the next question. 

· Which way you do it depends on whether you are trying to explore individual motivation or group motivation.  Also, because the exercise can be kind of intimidating (we don’t usually have people asking us the same question five times in a row), you need to think about what will be more comfortable with the people you are working with.

· Asking people the same question five times in a row can come across as intimidating, annoying, or challenging.  It’s good to tell people that you are about to do an exercise to get to the deeper meanings of a subject before you ask your first “why.”  

· Try to keep the deeper meanings in mind, and ask clarifying questions along the way, as you lead students or adults through this set of questions or inquiry.  An example of a clarifying question is:  “When you say ‘skills,’ what do have in mind?”

· When people try to use this technique and go off track, it’s usually because they say “why else?” or “what’s another reason?” instead of asking “why” about the answer they just heard.  One hint is to start your second question with the word “and.”
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